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HOW TO SELECT WALL PAPER. 



is the suggestion, first of 
all, to select as your shop- 
keeper one who has by 
his works established him- 
self as one vho undei- 
stands his business. Now- 
a-days the sale of paper 
hangings is a special avo- 
cation—like that of the 
tailor, the shoe-maker or 
the cabinet maker. Wall 
paper as an article of 
merchandise can no longer 
be successfully handled as 
merely one of a score or a 
store full of different item?. 
The proprietor of a haber- 
dashery can hardly be ex- 
pected to keep much of a 
variety of stock or know 
much what he does keep 
It is safer and easier to patronize the salesmen who have adopted 
as an avocation a business now recognized in its full extent, as 
not only a speciality, but an art. The purchaser wants to be 
helped not hindred in making up his mind what to buy. Only 
those who have education and experience in this matter can aid 
him. For the blind to lead the blind in art is as bad as bad 
can be. A voluminous variety of patterns is perplexing enough, 
but atld to it the ignorance or stupidity of a salesman and little 
wonder the walls suffer and ache from disjointed decoration. 

Machiavelli divides mankind into three classes : first, those 
who know by their own natural powers ; second, those who 
know what they are told ; third, those who never know anything. 
Among customers merchants will tell you that the three classes 
are respectively in size in the order named. A few do know. 
Some can be told. The vast majority will never know, don't 
seem to want to, and will have to shift for themselves. This book 
assumes to speak only to those willing to listen. The shop-keeper 
in. most cases know little enough as every customer is aware, but 
when one does have intelligence in his business it is often safer 
and cheaper to trust him than attempt as the saying is, "to go 
it alone. 1 ' You lean largely upon your milliner for the becoming- 
ness of your bonnet ; upon your tailor for the cut of your coat. 
When you buy wall papers you rely upon innermost conscious 
ness, which is usually a synonym for ignorance, or you invite to 
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EXAMPLE OF A RECENT ENGLISH WALL PAPER. 



FROM "" DECORATION. 



' DECORATION. 



accompany you, your neighbor, Mrs. Smart, because Mrs. Smart 
must know all about art First learn or have your salesman 
learn for you the size, shape and general character of the room ; 
the number and position of the doors and windows ; the form of 
lire-place; the condition of ceiling and style of cornice; the 
amount of sun light the room receives and the direction whence 
it comes. Indeed all circumstances and conditions of the room 
should be known and understood. The use to which the apart- 
ment is put should then determine much concerning the quality 
and style of paper to be used. Still further limit the latitude of 
your choice by your wish to lighten the room if it be gloomy 
or to subdue or darken it if it be too glary. These principal 
points settled, proceed to follow your own taste if you can trust 
yourself or that of the tradesman if meriting your confidence. 
Pick out the body paper for the walls first and then grade or 
"match" up all else to it. Nine rooms out of ten are spoiled or 
seriously marred by the ignorance, independence, prejudice or 
perversity of the purchaser who wants, and from a business 
stand point ought to have his own way. Many salesmen act as 
if customers had no rights to be respected. There is no such 
thing as absolutism in taste or ideas of beauty Diversity and 
difference of opinion on the part of the purchaser should be 
given full sway. It is the business of a successful salesman to 
'catch'' the direction of the customer's wants and then aid in 
rinding just what suits, subject to the conditions of use to which 
the article is to be put. In the selection of paper hangings the 
personality of the purchaser should not be subverted. 

There is plenty of play for the preferences of the purchaser 
after the salesman has suggested the proper line of papers. The 
desire of the occupant should decide the general style of decora- 
tion—whether it be lively and gay or sombre and severe. It is 
always safer than otherwise to get as much happiness and cheer 
as possible in the room by means of the lightness and brightness 
of your hangings. Naturally, papers should be carefully studied 
in the store with reference to their destined position on the 
wall. A sample in the shop under a southern light may look 
vastly changed in the room with only northern windows. It is 
obvious, but not always observed, that a paper with a large 
pattern is not appropriate for a small room, as it will tend to 
make the room seem still smaller. Papers with perpendicular 
designs tend to heighten the wall and raise a low roof. A cham- 
ber with a cold northern light can be warmed and cheered, 
while a room flooded with southern sunlight can be shaded and 
subdued by proper choice of color in the papers. Kich and heavy 
hangings make a large room more comfortable. It must be re- 
membered, though, that dark papers, especially in rich qualities, 
absorb an immense amount of light, natural or artificial. So, 
papers intended for apartments, to be especially occupied in the 
evening, if elegant with Oriental rich colors, must be strongly 
illumined. —E. 0. Randall in The House Handsome. 



